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ABSTRACT
Existing research shows that women may experience stereotype threat in mixed-gender 
negotiations. However, little is known about the boundary conditions of this effect. In this 
research we found a negative interaction effect of self-esteem level × social contingent self-
esteem in the stereotype threat condition. We discuss the associated theoretical implications. 
SELF-ESTEEM AND WOMEN'S PERFORMANCE IN MIXED-GENDER 
NEGOTIATION
Negotiation is a context in which gender inequalities in organizations are constructed and 
potentially broken down (Bowles & McGinn, 2008). Both qualitative reviews and meta-analyses 
report that men tend to achieve significantly better economic negotiation outcomes than women 
(Kray & Thompson, 2005; Stuhlmacher & Walters, 1999). Scholars often refer to stereotype 
threat theory to explain gender differences in negotiation outcomes. When women negotiators 
experience stereotype threat – a situational predicament in which people feel themselves to be at 
risk of confirming negative stereotypes about their social group (Inzlicht & Schmader, 2012) –
they obtain poorer economic negotiation outcomes (Kray & Thompson, 2005). 
Women’s negotiation payoffs have also been found to match or exceed men’s payoffs in 
some situations. This suggests that contingencies matter: aspects of the person or the situation 
negate stereotype threat for women negotiators (Kray & Thompson, 2005). To better understand 
when and why women negotiators confirm gender stereotype threat, we study person-centered 
aspects. We extend existing research by examining the effect of self-esteem (SE). SE is a 
person’s evaluation of one's own self-worth – the extent to which people view themselves as 
good, competent, and decent (Harter, 1990) – which is one of the most powerful determinants of 
people’s behaviors (Pyszczynski, et al., 2004). Self-consistency theory (Korman, 1970; Swann 
Jr, Rentfrow, & Guinn, 2003) suggests that high SE individuals are motivated to behave in a 
manner consistent with their high self-evaluations to maintain self-consistency. Consistent with 
this, we argue that high SE women are motivated to verify their positive self-evaluations through 
striving for high performance in mixed-gender negotiations. To properly understand SE effects, 
scholars have also argued both SE level and contingencies of SE should be considered (Crocker 
& Wolfe, 2001). Therefore, we investigate social contingent self-esteem (SCSE), which is 
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defined as whether an individual’s SE is dependent on the social approval of others (Crocker & 
Wolfe, 2001). We further argue that the positive effect of SE level only happens when women’s 
SCSE is low. Together, these predictions make up a nuanced model that integrates two aspects of 
SE to hypothesize the role SE plays in stereotype threat effects in women's negotiations.
GENDER STEREOTYPES AND SELF-ESTEEM
Within negotiation contexts there is the stereotype that men are more effective than 
women (Kray & Thompson, 2005). Men’s characteristics – that they are dominant, assertive, and 
rational – are stereotypically thought to result in better negotiation outcomes. In contrast, 
women’s characteristics – that they are relationship focused, accommodating, submissive, and 
emotional – are stereotypically thought to inhibit their negotiation performance. These 
stereotypes can act to induce stereotype threat in women negotiators. Indeed, research has found 
that participating in a mixed-gender negotiation that emphasizes the diagnostic nature of the 
negotiation implicitly reminds women of gender stereotypes that negatively affect women 
negotiators’ performance (Kray et al., 2001). 
Women, however, can benefit from situational forces that help to counter stereotypes. 
When blatantly primed with gender stereotypes favoring men in negotiation, women can 
overcome performance decrements by engaging in behaviors that counter negative gender 
stereotypes, i.e., a stereotype reactance effect (Kray et al., 2001). Explicit stereotype activation 
elicits stereotype reactance because women perceive the primed construct to be a biasing 
influence and they overcompensate for it to correct for this undesired influence (Kray et al., 
2001). Additionally, having a structural power advantage in the form of a strong BATNA helps 
to strengthen women’s reactance, as women may only react when they possess sufficient power 
to stand their ground (Kray, Reb, Galinsky, & Thompson, 2004). 
According to Steele and colleagues (2002), the degree of stereotype threat varies with 
how much one feels capable of coping with the threat. We argue that individual SE can increase 
women’s ability to resist this stereotype threat. Returning to self-consistency theory (Korman, 
1970), recall that high SE individuals are motivated to behave in a manner consistent with their 
self-image; they have high self-evaluations and their performance should reflect these (Swann, 
Jr. et al., 2003). Meta-analytic reviews show that a positive relationship exists between SE level 
and performance (e.g., job performance, Judge & Bono, 2001). Focused on themselves and their 
ability to perform well, and motivated to consistently do so, high SE women should be less 
influenced by gender stereotypes. 
Hypothesis 1. When facing stereotype threat in negotiations, there is a positive 
relationship between women’s SE level and economic negotiation outcomes.
Recent theorizing and evidence suggest that a model that includes the interaction between 
SE level and SE contingency explain individuals’ behaviors more successfully than a model that 
focuses on SE level only (Crocker & Wolfe, 2001). Crocker and Wolfe argue that people base 
their SE on different contingencies: the more a person’s SE is contingent on a particular domain
(e.g., social relationships), the more likely the person’s SE depends on perceived successes or 
failures in that domain. SCSE captures the social dimension on which people stake their self-
worth (Crocker & Wolfe, 2001). Given that SE is derived, at least in part, from fulfilling the 
goals ascribed to their gender (Josephs, Markus, & Tafarodi, 1992) and that women are 
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stereotyped as relational, SCSE should affect women to a large extent. Indeed, findings show 
that women chronically have higher levels of SCSE than do men and women are more likely to 
report that their SE is based on others’ approval (Crocker, Luhtanen, Cooper, & Bouvrette, 
2003). 
Building on this, we argue that SE level interacts with SCSE to impact women’s 
negotiation performance. Based on self-enhancement theory, women whose SE is highly 
contingent on social approval (i.e., high SCSE) will seek to achieve the approval of others, and 
failure to gain this approval will bring these women a sense of shame. To achieve social 
acceptance, high SCSE individuals closely follow behavioral prescriptions including gender role 
expectations (Crocker & Park, 2011). In contrast, if a person’s SE is not contingent on a 
particular domain (e.g., social approval), her actions and behaviors in that domain hold few self-
relevant implications (Crocker & Park, 2011). Thus, low SCSE individuals will be less 
influenced by gender role prescriptions. Considering both SE level and SCSE, we argue that 
when SCSE is high, women will adhere to gender role expectations regardless of SE level, which 
will lead to gender stereotype confirmation. In contrast, low SCSE women worry less about 
potential disapproval from others when they behave contrary to gender expectations, so the 
positive effect of SE level is apparent. 
Hypothesis 2. When facing stereotype threat in negotiations, SE level and SCSE interact 
to influence women’s economic negotiation outcomes such that there is a positive 
relation between SE level and outcomes when SCSE is low rather than high. 
EXPERIMENT
Participants provided self-reported ratings on SE level (α = .89; Rosenberg, 1965), SCSE 
(α = .80; Crocker et al., 2003), and control variables such as distributive and integrative 
negotiation self-efficacy (α = .85; α = .83, respectively; Sullivan, O’Connor, & Burris, 2006) 
prior to the negotiation session. Participants were then randomly assigned to a mixed-gender 
negotiation dyad, and a simulation role, and dyads were randomly assigned to a stereotype 
activation condition (implicit or explicit) using activation materials adapted from Kray et al. 
(2001). We included an explicit stereotype activation condition to provide discriminant validity 
evidence of the hypothesized effects of SE happening in the implicit stereotype activation 
(stereotype threat) condition. Participants completed the O’Connor’s (1997) Confetti simulation, 
including two distributive, one compatible, and two integrative issues. Role assignments were 
counterbalanced, and each negotiation role was assigned a BATNA of equivalent value, given 
evidence that differences in BATNAs impact women’s negotiation performance (Kray et al., 
2004). Of dyads, 54 mixed-gender pairs passed the attention check question (implicit condition: 
23 pairs; explicit condition: 31 pairs). 
We conducted a hierarchical regression to test our hypotheses. Following Aiken and 
West’s (1991) recommendation, we first centered all predictors except the stereotype activation 
condition (implicit condition = 0, explicit condition = 1). In step 1 we entered control variables; 
in step 2 the stereotype activation condition, SE level, and SCSE; in step 3 all two-way 
interactions; and in step 4 the three-way interaction. Results supported Hypothesis 2 but did not 
support Hypothesis 1; the two-way interaction between SE level and SCSE in the implicit 
condition was significant, B = -61.05, p < .01, and the interaction was not significant in explicit 
condition.
10.5465/AMBPP.2015.152
DISCUSSION
Results demonstrated the effectiveness of SE, and specifically high SE level and low 
SCSE, in aiding women's performance when they faced implicit stereotype activation. Further, 
results allowed for comparison of the effects of SE in implicit stereotype activation condition and 
the stereotype reactance effect produced in the explicit stereotype activation condition. 
We would be remiss if we did not acknowledge the limitation that our sample consisted 
of undergraduate business students. Notably, performance patterns obtained from student 
negotiators are consistent with those of professionals (Herbst & Schwarz, 2011). Nevertheless, 
the importance of SE level and SCSE on negotiations would benefit from further exploration 
using more experienced working women as study samples.
Theoretically, the current study contributes in multiple ways to the existing research on 
gender stereotypes in negotiations. First, by focusing on both situational and personal factors 
inherent in women’s negotiations, we contribute to research on negotiation and gender 
differences, which to date mainly focuses on contextual influences (Kray & Thompson, 2005). 
We demonstrate the importance of individual differences such as SE and SCSE on women’s 
negotiation performance. The notion that high SE is good for human cognition, affection, and 
behaviors has a long history, and recent research suggests the story is more complex than merely 
focusing on SE level (Crocker & Park, 2011). The experiment reported in this paper suggests 
that this is the case for women in negotiation. Results suggest that only when SCSE is low, does 
high SE level result in women’s better negotiation performance. In contrast, when SCSE is high,
high SE level does not protect women negotiators from gender stereotypes. These results help to 
better explain why some women are prone to stereotype threat and others are not.
Second, because this study focuses on SE contingencies that are motivational in nature, it 
augments the negotiation literature related to self-enhancement motives within integrative 
negotiations. Previous research on the desire to develop and maintain a positive self-image (i.e., 
ego defensiveness) focused its effect on the cognitive information processing of negotiators (ref., 
De Dreu & Carnevale, 2003). In this paper we argued that individuals are motivated to develop 
and maintain positive self-views within SE contingent domains (i.e., SCSE). This self-
enhancement motivation impedes women negotiators’ performance in stereotype threat situations 
by leading women to confirm gender stereotypes. Thus, our study results suggest another way in 
which basic human motivation influences negotiation. 
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